Secrets of Closing Sales by Charles B. Roth and Roy Alexander
A summary of the original text.
T he authors of Secrets of Closing Sales, Charles Roth and Roy Alexander, have distilled the best fieldtested methods of tying up the sale straight from the firing line. These techniques can boost productivity for the seasoned professional and increase income for salespeople in all areas. They've uncovered the art and science that separates the master closers from the thundering herd. Charles Roth has trained more than 30,000 people in closing techniques. For ten years, Roy Alexander was editor of Marketing Times magazine, a national journal that provides personal selling information to sales and marketing executives worldwide.
This business-tested treasury of ideas will reveal classic closing keys -and how to apply them, the answers to solving buyer problems by turning their weaknesses into your strengths, and the ins and outs of effective group selling. You'll also benefit from the highly detailed, point-by-point descriptions of successful sales scenarios straight from the real-life encounters of seven master salespeople.
H
ere's the top secret of closing. You must be willing to try to close every sale. And the plain truth? A salesperson who can't go out and make up customers' minds for them or overcome their procrastination isn't a salesperson at all. He or she is a business conversationalist, or a visitor, at best. The hallmark of great executives is their desire to sell something better to customers. Those who can match need and solution and balance the ever-changing tastes of today's finicky buyer will rise to the fore.
It's widely known that the upper 20 percent of salespeople close the lion's share of sales. What we'll examine here is how they do it. definite and tangible closing techniques. And they're all built on this cornerstone: You must assume that the customer will buy and that you will close every sale. If you are positive in your own mind, this positiveness will show. The customer will buy. The only question is when and how much! THE SIXTEEN TIME-TESTED CLOSING KEYS Now, here are the 16 timetested closing keys you and your sales force can use immediately. They work for both products and services, big ticket or small. These keys can be adjusted to your personality, your products, and your prospects. Here are 16 closing keys to clinch any sale:
The Beyond Any Doubt
Close. You close by assuming the prospect's going to buy. Take it for granted the answer is yes. You are 100 percent certain -you can imagine no other outcome. You sweep the buyer forward with this positive assumption, beyond any doubt. There you have nine customer-types. When you go in armed with this psychological edge, combined with the right closers, you start with a powerful advantage.
B U S I N E S S B O O K S U M M A R I E S 5 SECRETS OF SELLING TO GROUPS
Even for the best of closers, there are specific challenges to mastering the group selling situation. When facing several buyers at once, be prepared to confront three psychological fears which must be tamed if you want to maintain effective control of the meeting. • Ask your prospects to help you make your presentation. This is a daring move, but it works well when you are close to the contact. To enlist client aid in presenting, you need to be honest about your need for help. If you're just being slick, forget it.
• Use and understand selling presence. Data from computers flowed in, and rough charts rolled from the graphics studio, on all-night alert.
By 4:00 a.m., the proposal was finished and they departed to nearby hotels. They met at 8:30 a.m., the finished presentation in tow.
As the limousine hummed through Lincoln Tunnel, Harper said, "I've changed my mind. You're going to make the presentation."
"Okay," Johnson said, wondering about the last-minute change.
At Cyanamid, the two men went directly to the When the prospects get there, they're excited about the terrific price. When they see the property, they'll say, "You know, it's not that bad."
Anticipating objections and heading them off is part of the closing attitude.
If the buyer is not sold enough to go right to contract, use the balance sheet close.
Take a piece of paper and draw a line right down the middle. Say: "Let's write on this half of the paper all the reasons for owning this property. On this side, we'll write down all the reasons you should not own this property." "This property certainly suits your needs, doesn't it?" Mary says: "Gee, I like it." Write that down. Property suits needs.
When you finish, the positives should outweigh the negatives three or four to one.
Then ask the prospect where the preponderance of evidence lies. Tom and Mary are going to judge the evidence.
Convert all general objections to specifics. For example, a general objection: "I want to think it over." Ask: "What part concerns you?" Then get the prospect to say: "I'm concerned about the lack of a second bedroom." Now, that's an objection you can work with.
Now, suppose you cannot close on the house that day. The buyers pose a legitimate question. You can answer it tomorrow but not today. Say it's 2 o'clock in the afternoon. You don't want Tom and Mary to look at any other property today. Somebody may sell them. You want them to go right home.
On the way back, stop and get ice cream. Say: "I'd like you to take this little gift home. The kids have been so great. They'll enjoy it." Now there's ice cream in the car. Tom and Mary must go home before it melts. When they get home and give the kids the ice cream, they're not going to feel like going out again. They're off the market until the next day. Frozen assets may be a problem in finance, but in closing, it's the way to out-fox your competitor.
Notice how the following closing keys applied to Tom and Mary are so integrated they're almost invisible, but all the more effective.
• Do Something. He gets the prospects to write down advantages and disadvantages and then make the final judgment.
• Third Party Endorsement. Who better as endorsers than the prospects themselves? Let them tell you how wonderful it is.
• Something for Nothing. The ice cream. But it comes with a doublewhammy: They must get it home quickly and cannot see a competitive property.
When your closing keys become second nature they become interwoven seamlessly.
MORE LESSONS FROM THE MASTER CLOSERS
Master Closer #6: Offering Free Counsel
Al Wall dispenses free advice to his customers. For that reason, Hollywood will probably never cast Al Wall as a sales manager, but then, movies often lack reality. Al Wall has racked up a successful selling record, selling decorative home accessories. So much so, he's become national sales manager of the MaLeck Group, a leading company in the field.
Al uses the Something for Nothing closing key by giving his customers free counsel. He meets regularly with group buyers from department store chains, not to sell, but to talk about their problems. "Funny, you never try to sell us your products," a buyer said to Al one day.
"No, I don't," Al said. "I'm here to find out about your problems and to find solutions. Correction. He started his close by keeping informed in the first place! You now know how to match your presentation to your prospect's personality, and you've gained skills for skillfully handling -and closing -group sales.
Your foundation includes being able to speak clearly, colorfully, and persuasively -the closer's fundamental tools. And this applies in any selling interaction. If you're not an expert speaker, start studying. You must master the language.
Once you make classic keys part of your nature, you'll close the easy and mediumhard sales automatically. And the really difficult sales will come easier and easier with time. Closing is the pinnacle of selling achievement. Here is where your time, money, and effort pays off -or goes down the drain. Learn from the top-producers who do close. Most classic truths are simple. Most sales are closed with a classically simple key. It's a science you can learn.
Knowing the Secrets of Closing Sales makes your work easier, more productive, more profitable, and, perhaps most important of all, more fun. You now have the tools to do just that. Good selling!
